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Part of the training: Re-writing the future of your sales team. 
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Fundamentals of Selling 
Professional Selling Skills 


Ethical Negotiation Skills Fundamentals 


Account Management 
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Live Telephone Selling 


Interactive and enjoyable within a 
structured format, that ticked all the 
boxes in terms of transferable skills 
from the classroom to the role. BT 


FUNDAM ENTALS OF We aim to make your sales team the best in its field. That’s why we provide the Fundamentals 

SELLING of Selling course, ideal for those new to sales, those in non-sales roles who need to up 
their revenue generation focus or simply those in sales looking to take a more consultative 
approach to selling. 


Our five day interactive programme will give your delegates the skills they need to sell 
successfully in today’s commercially competitive marketplace. 


ake ISMM This course is endorsed by the Institute of Sales and Marketing 
“op aisa Management (ISMM), the UK’s only professional body for sales people. 


LEARNING OUTCOMES By the end of this course, your delegates will: 


e Benefit from increased confidence and motivation levels 

e Communicate confidently, both on the phone and face-to-face 

e Achieve optimum success in sales using the 3 elements of the success triangle 

e Add value to every call and develop a winning structure 

e Understand the importance and value of good preparation 

e Successfully handle gatekeeper resistance 

e Adapt selling style to suit every customer, encouraging profitable client relationships 


HOW TO BOOK For more information or to book Fundamentals of Selling please call 01625 255 255 or 
email info@pareto.co.uk 
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Sales Leadership & Management Skills. 


Great trainer, very valuable and 
relevant. BARCLAYCARD 





PROFESSIONAL SELLING We develop and deliver the sharpest sales people in the market. That’s why we provide the 
SKILLS Professional Selling Skills course, an essential framework for sales success. 


Ideal for those new to sales, those experienced in sales with little formal training or those 
who are simply looking to sharpen their current skills in a face to face environment. This 
interactive programme will give your delegates a modern and consultative approach to sales, 
pipeline qualification and the ability to transfer those skills back to the sales arena. 


ALA This course is endorsed by the Institute of Sales and Marketing 
Bcd ISMM Management (ISMM), the UK’s only professional body for sales people. 


LEARNING OUTCOMES By the end of this course, your delegates will: 


e Understand the customer buying journey 

e Build attention grabbing headlines and arouse Interest, controlling the conversation 
e Develop advanced questioning funnel techniques to identify and develop real needs 
e Present their sales solution with impact 

e Successfully handle and overcome resistance and objections 

e Confidently gain that final commitment 

e Manage the sales opportunities 


HOW TO BOOK For more information or to book Professional Selling Skills please call 01625 255 255 or 
email info@pareto.co.uk 
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COURSE OVERVIEW TRAINING 


Fundamentals of Selling 
Professional Selling Skills 


Ethical Negotiation Skills Eth ical 


Account Management 


High Impact Presenting Negotiation 


Live Telephone Selling - 
Sales Leadership & Management Skills. 


Thorough, well run course, that helped 
improve my sales skills even more - 
highly beneficial. NOVUS LEISURE 





ETHICAL NEGOTIATION We empower your sales people with the skills and confidence to negotiate successfully and 
SKILLS deliver results. That’s where our Ethical Negotiation Skills course comes in. 


Ideal for anyone evolved in the negotiation process, whether within an organisation 
or externally with clients, suppliers or other third parties, this interactive programme is 
essential in providing your delegates with a structured approach to achieving the best deal, 
while building strong long-term relationships with customers and clients. 


Lx 


afe ISMM This course is endorsed by the Institute of Sales and Marketing 
“oy ROENAY* Management (ISMM), the UK’s only professional body for sales people. 





LEARNING OUTCOMES By the end of this course, your delegates will: 


e Understand the ethics negotiation structure 

e Take control at the outset using positional bargaining 

e Use knowledge and effective questioning to highlight the needs of the buyer 

e Understand power in negotiation 

e Maximise and increase the value of their own concessions whilst minimising client 
concessions and discounting 

e Turn weakness into strength, using different negotiation styles and strategies 

e Successfully handle buyer tactics and strategies using compromise and agreement during 
negotiation 

e Secure their position in the negotiation process, from start to close 


HOW TO BOOK For more information or to book Ethical Negotiation Skills please call 01625 255 255 or 
email info@pareto.co.uk 
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ACCOU NT MANAGEM ENT We equip sales people with all the tools they need to achieve long-term success and build 
profitable working relationships with customers and clients. That’s why we offer our Account 
Management course, designed to maximise sales potential from your existing accounts. 


Ideal for those involved in the responsibility of managing your business’ key accounts, this 
dynamic programme will provide your delegates with unique insight into organisational 
cultures and offer practical tools and advice for maintaining and developing their sales 
accounts. 





Ags ISMM This course is endorsed by the Institute of Sales and Marketing 
G anea Management (ISMM), the UK’s only professional body for sales people. 


LEARNING OUTCOM ES By the end of this course, your delegates will: 


e Understand the key differences between selling and successful account management 
e Utilise the 8 key sales functions essential for success to maximise the relationship 

e Understand the accounts within your portfolio to prioritise 

e Identify and adopt sales techniques to match corporate cultures 

e Provide solution selling, moving away from a focus on the product 

e Understand and influence the decision making process 

e Be confident moving the customer/client relationship from supplier to partner 

e Demonstrate effective time management 


HOW TO BOOK For more information or to book Account Management please call 01625 255 255 or 
email info@pareto.co.uk 
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HIGH IMPACT PRESENTING | We give your sales people that competitive edge, making them the very best in their field. 
That’s why we deliver our High Impact Presenting course, designed to take the fear out of 


any presentation and give your delegates the confidence to make lasting impressions on any 
audience. 


Tailored for both new and experienced business people, this highly interactive two day 
programme will allow your delegates to present the way they were meant to: understanding 
how to persuade, rather than inform, and ultimately winning that contract. 


ASS ISMM This course is endorsed by the Institute of Sales and Marketing 
2 ava-’= Management (ISMM), the UK’s only professional body for sales people. 





LEARNING OUTCOMES By the end of this course, your delegates will: 


e Understand the power of belief and attitude when presenting 

e Use advanced communication techniques to create real impact 

e Create and use strong visual aids to maximise key messages 

e Hold the attention of their audience and project a professional image from start to finish 
e Successfully handle questions and ‘show stoppers’ 

e Apply an effective structure, ensuring each presentation is memorable for your clients 


HOW TO BOOK For more information or to book High Impact Presenting please call 01625 255 255 or 
email info@pareto.co.uk 
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High Impact Presenting Telephone 


Live Telephone Selling 


Sales Leadership & Management = Sel Í i n g. 


...| achieved two days target in forty- 
five minutes. TALKTALK BUSINESS 





LIVE TELEPHONE SELLING MWe build sales superstars with the confidence to consistently deliver. That’s why we created 
the Live Telephone Selling course, giving your delegates the edge they need to impact their 
lead generation and call success. 


Our dynamic and demanding two-day course gives your delegates guidance and advice 
to tackle the full spectra of cold calling head on, improving motivation, confidence and 
effectiveness to revitalise the art of telephone selling. With live calling sessions to develop 
and enhance telephone technique, your delegates leave with everything they need to be the 
best. 


ate ISMM This course is endorsed by the Institute of Sales and Marketing 
Se RUWELVE Management (ISMM), the UK’s only professional body for sales people. 





LEARNING OUTCOMES By the end of this course, your delegates will: 


e Adopt empowering attitudes, behaviours and skills to identify and overcome negative 
emotions when selling 

e Break comfort zones and demonstrate increased motivation and drive 

e Use effective techniques to get beyond the gatekeeper 

e Design a powerful call structure to suit any type of call, grabbing the attention of 
decision makers 

e Successfully deal with objections, professionally and efficiently 

e Set strong call objectives and gain commitment to the next stage 


HOW TO BOOK For more information or to book Live Telephone Selling please call 01625 255 255 or 
email info@pareto.co.uk 
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COURSE OVERVIEW TRAINING 
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Live Telephone Selling 


Sales Leadership & Management Management. 


It made me realise a change in style 
is a good thing. B.BRAUN 





ALES LEADERSHIP We create sales leaders for the future. To make sure your delegates get there, we provide the 
Sales Leadersh d M hel les lead d 
ales Leadership and Management course, helping your sales leaders inspire and motivate 
MANAGEMENT their people to be the very best. 


Our unique two-day course will give your sales leaders the tools and confidence they need 
to build and retain a high-performance sales culture, challenging their current thinking and 
approach to leadership. Practical exercises combined with open discussions will ensure 
your delegates leave with everything they need to immediately impact their own teams and 
deliver results. 


AES This course is endorsed by the Institute of Sales and Marketing 
i ISMM Management (ISMM), the UK’s only professional body for sales people. 


LEARNING OUTCOMES pyinecaderascuceqaurdceeiewie 0 


e Understand the key leadership skills, styles and effective emotions needed to lead and 
manage a winning sales team 

e An introduction to the concept of situational leadership 

e Create a performance-orientated team by setting standards and performance expectations 

e Effectively motivate their teams by fully understanding their needs and the impact of 
communication style 

e Use the seven key steps for turning around under performance 

e Adopt practical strategies to stretch and adapt their leadership style, building influence 
with their teams 

e Use their time efficiently, managing the ‘time stealers’ 

e Provide the coaching, processes and hard measures required to drive and maximise 
performance 





HOW TO BOOK For more information or to book Sales Leadership & Management please call 
01625 255 255 or email info@pareto.co.uk 
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